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Division Sales Manager 



^ Tobacco Company 



7 1 * {7r<rf < 5 ^ 9'A*’ 9z. 

TO: Greg Young 

SUBJECT: Information Request 

Dear Greg, 


132 Mayfair Road, Suite C 
Hattiesburg, MS 39402 
601-264-0485 
Fax 601-268-1462 


In response to your DT dated 9-18-92, the following information pertains concerning 
myself; 

- I interviewed with RJR in Winston-Salem, North Carolina during September 1981. I 
interviewed with Mr. Jack Renehan and was offered a sales position in Birmingham, 
Alabama. 


* Hired date; 1-4-82: 

* 1-4-83: 

* 1-3-86: 

* 1-2-90: 


Sales Rep, Birmingham, AL 
Area Sales Rep, Birmingham, AL 
ADM, Mobile, AL 
DM, Hattiesburg, MS 


Major accountabilities and accomplishments at different levels during my career as 
follows: 


I. Sales Rep positions: * Creativity * 

I worked in two assignments and had several local chains, direct accounts, vendors, etc. for 
which I assumed accountable; for example: 

* Western Supermarkets (18 stores) : I sold a creative RJR package merchandiser which 
I developed. I ''modified" our (8) eight Modular Gondola End Cap merchandiser by 
removing the plastic modular units and mounting standard RJR package fixtures around 
all three sides. In the front section I used (4) 11 column package fixtures ( (2) 11 column 
fixtures side to side and stacked). On both sides I used (2) 14 column package fixtures 
which were stacked. 


I installed a "raised" canopy above this unit so I was able to line 30 pack displays all around 
the top. 

This prototype was utilized to create our UPM Fixtures which had become a standard 
package merchandiser for R.J. Reynolds Tobacco Company in supermarkets, nationwide. 


“We work for smokers.” 
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- I was promoted to Assistant Division Manager in October 1985 and reported to work 

in that position in January 1986. 

II. ADM Position : 

In this position I had the following accountabilities: 

* Numerous military accounts 

* Numerous convenience store chains 

* Large vendors 

* Supermarket chains; Greers (44 stores), and Delchamps (109 stores) 

* Training and development 

,.X - Convenience store chains included the following: 

’ ... _ .. . 

(1) Delta Marts (44 stores) : I sold/maintained RJR PCD unit as exclusive full price 

U display and Doral CCD unit for savings. 

(2) B.P Gulf District Office (34 stores) : Sold/maintained RJR OPM’s to replace PM 
OPM’s and sold PCD units, 8 tray Doral CCD units, and Winston ground mount 
signs. 

(3) Texaco Merri Marts (14 stores) : Sold/maintained RJR OPM’s to replace PM OPM’s, 
PCD’s, CCD’s, and Winston ground mounts. 

(4) Diamond Oil (13 stores^ : While training Sales Representative Mark Gross, we built 
relations with this chain-this chain was non RJR due to past experiences with 
previous RJR representatives, RJR had no presence/platforms in this chain what-so- 
ever for the previous 4 + years. However, we sold RJR OPM’s, PCD’s, CCD’s for 
exclusivity in this chain. 

Several other chains - all with positive results! 

'V 

- Supermarket chains as follows: 

i;« 

(1) Greers Supermarket (44 stores^ I assumed responsibility for this chain in January 
1987 immediately following the termination of Bill Benbow, a Sales Representative 
for RJR in the Mobile Division. Bill Benbow is the son-in-law of the President’s only 
daughter, Mr. Mack Greer. I rebuilt relations in this chain and addressed our 
numerous opportunities to gain RJR presence/volume. I convinced Mr. Jack Greer 
to survey all Stores with" me and in June 1987 contracts were signed/fixtures were 
installed for the following results: 

* Carton Fixtures : We removed PM carton fixtures from (9) nine stores and increased 

self-service carton fixtures to 30 of their 44 stores. 
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* Savings Centers : We removed PM saving centers from 24 stores and removed B & W 
saving centers from (6) six stores. I sold RJR 3’ or 4’ saving centers to 31 stores and 
gained merchandising space for Doral (50% or top 3 shelves.) 

* Package Fixtures : Removed PM OPM’s from (3) three stores and removed vending 
machines from aU stores-Greers owned these vending machines. I sold various RJR 
UPM’s and standard RJR Package Fixtures. 

- I sold (2) two PCLD’s in all 30 self-service stores. 

* PDI: I sold Winston pole signs and exclusive rights for RJR Etptajf on the front doors. 

* Warehouse (D.A.) : I gained 100% participants of all RJR volume programs which 
previously did not participate. 

Also, back in 1988, long before our Winners Program, I would force-out couponed 
product, floor displays, and gain advertising in their ad papers for all quarterly RJR 
promotions. Greers store personnel would be responsible for building and placing the 
displays at retail. No effort for RJR sales force and I did not provide any payment for 
this service. 

- RJR realized a volume increase of +24% and dollar sales increased from $400,000 to 
$900,000 in 1987 vs 1986. 

(2) Delchamps Supermarkets (109 stores) : When Otis Jones got promoted and one 
month went by prior to the new Division Manager announcement I took advantage 
of this time to run the Division and contact Delchamps! This was in late 1987 and 
I wanted the challenge df Delchamps due to their size and the many opportunities 
for RJR. 

* Package Fixtures : Many other RJR employees attempted to sell package fixtures to this 
chain but were unsuccessful. I began to survey stores to determine the number of 
package sales per week from their vending machines, Pricing information, etc. I 
contacted Cam Ray Fox so he would input my information into his gross net computer 
program. This proved to be a tremendous help along with my slide/written 
presentations. Delchamps began to implement courtesy booths in their front lobby areas 
of the superstores. A company out of Ohio was making/installing these booths so I 
called this company to determine a section for package fixtures. I shipped RJR package 
fixtures directly to this company and they built RJR package fixtures into the courtesy 
booths. The first booth was sent to a new Delchamps store in Birmingham, Alabama 
so I traveled to Birmingham with Mr. Joel Cambron, of Delchamps to evaluate our 
package fixtures and I pIan-o-Jc2ufid/loaded fixtures upon approval. RJR had begun 
the change from vending machine sales to RJR package merchandisers for loose pack 
sales. Package sales had begun to immediately increase as I projected along with 
increased profits for RJR and Delchamps. Then I gained tests for various self-service 
package fixtures in 6 stores within in the Mobile area. 
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I sold our ECD units for placement in all stores but our company was very slow in 
producing my requested units. 

* Carton Fixtures : I sold RJR’s 5’x 5’ Flex as the standard merchandiser of all new and 
remodeled stores. I replaced our 180 universal carton fixtures in 55 stores with our 5’x5’ 
Flex fixture and sold/incorporated a (3) three foot or (4) four foot wrap section for 
saving brands--Doral top 3 shelves. 

- I gained approval at this time (Early 1989) to replace Value Time with Best Value but 
was not approved by RJR. I was told that Best Value was only for large chains i.e., 
Kmart--at that time! 

* I was able to combat many PM bonus offers without any bonus monies from RJR 
primarily due to my service/rapport with Delchamps. 

- RJR realized a volume increase of 15% and dollar increase of 26% in 1989 vs 1988. 

I was promoted to Division Manager on September 29th 1989 but did not report to work 
as the Division Manager in Hattiesburg, Mississippi until 1st day in January 1990. RSM 
Wallace stated the delay was due to budgetary reasons. 


III. Division Manager Positions : 

In this position, the following accountabilities/accomplishments pertain: 


* Kessler AFB, Columbus AFB, and several Navy accounts 

* 28 local convenience store chains 

* R & M Supermarket chain 

- Kessler AFB : Sales/volume/share of market increased since 1990 through June 1992. 
RJR’s share of market at Kessler is the highest of any other military account in the nation! 

- Convenience Stores : Organized division files and assigned chain ID#s to many chains. 
Established objectives and gained results. 

- R & M Supermarkets (16 stores) : When I gained responsibility for this chain I 
completed/sold the following: 

* Converted from vertical merchandising to horizontal 

* Savings consolidation: Dorals on top 3 shelves of 6 shelf fixture 

* Updated old package fixtures to new spring load ECD units with promotional 
toppers. 

* Sold Best Value exclusive and discontinued GPC’s, Rainbow, Pyramid, etc. 

1990 we reduced pay register expenses by $100,000 dollars and gained RJR 3 
merchandisers platforms in 28 targeted key accounts. 
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- Increased RJR sales/market share since 1990 in Hattiesburg Division. 1990 market share 
of 41.06% went to 42.06% in 1991--!% increase in market share! 


Some creative programs implemented as follows: 

(1) "Modified" PFD units for Kmart 

(2) My camel "Try Me" Program: This was done in June 1990 and is now a national 
program called "Store Clerk Program." 

Greg, I hope this gives you a fairly good work history on me, obviously it is a little wordy 
but not all inclusive. 

Should you require any other information please advise. 

Sincerely, 

Bill Roth 
Division Manager 
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